
Helping people starts with understanding how they communicate best. In today’s life insurance landscape, 
tapping into the potential of the Millennial market is essential, given their increasing financial responsibility 
and growing families. These seven steps offer a strategic roadmap to effectively communicate and sell to this 
crucial demographic:  

	 1.	� Don’t “SELL” to them, “SHOW” them why they should buy: They need to see how it will benefit them 
and their loved one.

	 2.	� Match how Millennials communicate: Text, Social Media, and Emails with an attention grabbing  
subject line.

	 3.	 Don’t dupe them: Be down-to-earth and be real. They will fact-check you before buying.

	 4.	 Be quick and informative: Give them the simple facts quickly.

	 5.	� Appeal to their emotions: They want to feel good about their decisions. Give them  
heart-touching stories.

	 6.	� Be a counselor: Millennials want to know you are listening to their problems and that you know how t 
o solve them.

	 7.	 Provide them online resources to quickly make their decision to purchase.

Visit our website at www.urlinsgroup.com/aries or contact Life Markets at 717-540-5690 
to learn more effective selling strategies for Millennials.  
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